


Search Engine Marketing (SEO/SEM)

meetings and conference calls to move the prospect through the sales cycle.
With SEO, partners are able to insert themselves into the sales process in a
time efficient way — selling the opportunity in a much shorter time period than
leads identified through traditional marketing techniques. The process leads to

additional time for partners to focus on chargeable work.

3 SEO Expands Your Marketing Footprint. SEO allows firms to attract op-
portunities outside of their geographical footprint. While there are a number
of services firms offer that can be performed in markets across the country,
the marketing dilemma focuses on resource allocation. For example, does it
make sense to invest marketing dollars in cities where the firm has little brand
awareness? Of course not. However, SEO allows your firm to promote itself in
other markets without incurring additional costs. Would your firm be interested
in serving clients in other markets if the opportunity presented itself? Through
focused SEO, your firm can find these opportunities.

4 SEO Creates a Larger Pipeline. Optimizing your Web site to attract new op-
portunities will help your firm create a large pipeline of opportunities. Consider
how your firm attracts prospects currently: Do you send out mailings? News-
letters? Many firms invest time and effort into traditional outbound marketing
techniques, such as direct mail, e-mail and lead-generation telemarketing.
With an optimized Web site, however, you have a sales tool that works to find

new opportunities on a 24/7 basis.

5 SEO Adds Value to Marketing Activities. Most marketing departments in
firms are expected to develop, lead and manage non-revenue producing
programs. Ad design, proposal development, collateral material development
and pursuit planning, while valuable, do not produce any firm revenues. SEO
changes the paradigm and turns marketing into a lead generation source.

If properly implemented, SEO can transform marketing beyond an internal

services function and position it as a revenue generator for the firm.

=\
//?A\\\\/)
FLASHPOINT
\

=

There are many other ways SEO
and inbound marketing techniques
help drive practice growth. How-
ever, these five are used success-
fully in selling partners on short-
and long-term benefits. CPAs and
accountants are not marketing
professionals, but they can under-
stand the value associated with a
planned process. Focus on mean-
ingful benefits, such as less time
in the sales process, more time to
address client needs and ability of

the firm to attract a larger number

of prospects.
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